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Strong customer-oriented values and culture

Profit orientation – cost, risk and capital

The leading Nordic bank,
acknowledged for its people, creating superior 

value for customers and shareholders

Great 
customer 

experiences

It’s all about 
people

One 
Nordea 

team
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Why Coaching in Nordea? 

To implement Nordea Values properly 

� To support team building 

� To enable continuous improvement 

� To support Nordea transformation 

� To support business results 

� To improve the quality of communication 

� To utilize the full potential of our human capital

� ……. To create better odds to win the game!

Profit orientation– focus , speed, performance

The leading Nordicbank, 
acknowledgedfor its’ people, creating

superior valuefor customersand shareholders

Profit orientation– focus , speed, performance

The leading Nordicbank, 
acknowledgedfor its’ people, creating

superior valuefor customersand shareholders
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Definition of coaching in Nordea

The ability to facilitate and create motivation 

and energy within the employees 

so that they can use their potentials 

to  perform optimal and develop themselves.
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Coaching concept in Nordea

Individual levels 1 & 2 Team Coaching levels 3 & 4
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Level  1

Leadership Coaching

Basic skills

Values

Competences

Level 3

Team Coaching

Basic skills

Training

Continues 
improvement

Level 4
Deeper knowledge

Strategy 

Facilitator tools 

Coaching in workplace

Level  2
Deeper knowledge 

How to work in Business 

Empowerment and 
energising

Telephonecoaching
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Starting 
point

Seminars

(20 – 40 
participants)

Team Coaching

Groups (5 – 8 
participants)

Individual 

Coaching 

process

Strategy & Business Culture & continues 

improvement

People skills 
and 
knowledge

Pretasks task                    task Business Case
will be ready

September October                                      December    February                         Apr il

Impact  from
process

ESI
CSI
KPI

Example Managers training programme
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Example – Questions coaching

2. Reality
· What is the present situation in details?

· What are your concerns about the situation?

· Who else is affected by the situation?

· Which initiatives have you taken so far?

· What inner inhibitions or personal resistance 
do you have which hamper your initiatives?

· What positive experience do you have 
regarding the solving of problems?

1. Goal
· What is the issue or the problem you 

want to work with?

· What kind of result do you seek to 
achieve when this meeting is closed?

· What is the long-term goal of what you 
want to work with?

3. Options
· In what way can you address the 

problem?  (Brainstorming)

· What are the benefits and drawbacks 
of each suggested solution?

· What personal resources could be 
important for you to be aware of?

4. Will
· Which of the suggested solutions do you 

choose to use?

· What are your criteria for success?

· When precisely will you implement and 
complete each activity?

· What support do you need and from whom?

· To what extent do you feel obliged to realise 
these activities?
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Inspired by Frank Bresser, 2005
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Respond from 150 midlevel managers
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Thank you for your interest!

Contact Kim Gørtz
Kim.gortz@nordea.com


